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I have just seen where several orgs were working like 
mad to make themselves eligible for L10. 

And I have word that several orgs are already selling 
it to the public. 


What is this obsession with something new? 

It is not an idle question. It is a vital one. 

YOU DON'T HAVE ONE SINGLE PERSON IN YOUR CFs ELIGIBLE 
FOR OR READY TO RUN ON L10! 

To be able to run on L10 a pc would have to have the 
following: 

TRs the Hard Way 
Life Repair 

GF + 40 Method 5 & Handled 
Hidden Standard Handled 
All Drugs handled R3R 
Prior Drug Assessment R3R 
Interiorization Rundown 
Dianetics Quaded 
Quad Dn Completion 
Quaded Lower Grades 

Further, in amongst all that would have to be full list 
repairs, full handling of every flubbed Dianetic chain. 

I don't think you have a single pc in your whole CF who 
can qualify. 

You can't include all the above in an L10 price. It 
would be org suicide. 

Pricing by result that's several thousand dollars. Even 
by the hour (which is too cheap) it is a lot of auditing and 
a packet of income. 

I don't think any org has the auditors to assembly line 
deliver even the minimum preparation steps as above. 

So here are oddities. If you cannot and are not deliver¬ 
ing the basic steps required for L10, then how can you deliver 
L10? 

It takes from 50 to 200 hours of auditing to actually 
deliver L10. 
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THE QUESTION 


Let me tell you why I am asking this question, why some¬ 
thing new? 

In four cases randomly chosen not doing well, I checked 
and found that none of them had had a drug rundown. Two had 
Prior Assessment, which is silly. It takes a Drug RD on R3R 
before prior assessment. 

So the cases weren’t doing well and didn't run well. 

For the past three years I have been working to recover 
lost pieces of tech. Great big chunks of tech. 

When these are not done on a case the case doesn’t get 
up and shine. 

So by not doing the obvious things and doing them well, 
the case does not progress on anything new. 

SO ALL NEW THINGS ARE SET UP TO FAIL BECAUSE THE USUAL 
THINGS WEREN’T DONE FIRST. 

So why this obsession with something new? 


REG BREAKDOWN 


Recently I noticed that neither Div VI nor Div II had a 
clue of what the Tech Division could or should do or was 
delivering. 

The most magnificent results on the most basic processes 
were utterly disregarded by both Div II and Div VI in their 
public utterances. 

Div IV can turn out a stream of new, polished beings. 

Yet Div II and Div VI (despite Div VI having Success Stories) 
never seem to notice. 

This happened on my own C/S line! I had to begin to PR 
Div VI and the org to get any awareness of results. And even 
that didn’t alert Div II or Div VI. They just went on mutter 
ing. 


The Registrar has one person in a dozen chopping away 
while eleven win. The winners make no real impression for 
some reason. The chopper does. 

The Registrar really has no idea, usually, of the scope 
of tech he can sell or its value. 

We used to show the Reg every week the OCA graph improve 
ments of pcs. Just to encourage some Reality. True as well 
of letter reges. 

Div VI, battered by a confused public does not really 
know what well applied tech can do. 

So neither Div II or Div VI ever really guides people 
onto the Grade Chart. Neither really says with conviction, 
each person MUST get so and so and so and so. 

The result is a lot of half processed people, raggedly 
programmed. 
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THE PROGRAMMING DIVISIONS FOR THE PUBLIC ARE DIV II 
AND DIV VI, 

If these haven't a clue, they misprogram. They start 
talking about something new and wonderful and don’t say ’’What 
they CAN do in Tech IS wonderful.” 

Tech, then, getting no customers for usual rundowns loses 
touch with things like drug rehabs, CCHs and Op Pro by Dup. 

Since people are always being shoved on for something 
new, Tech gets the idea IT has to have something new. 

Tech then begins to neglect its basic fundamental actions 
and THE NEW RUNDOWNS ARE BEING DONE ON PEOPLE NOT PREPARED FOR 
THEM. 


If I were letter regging, I would KNOW what people in my 
files have had. I would force tech to give me an FES, a pc 
assessment form and a complete program of BASIC actions for 
every one of these CF people. Then I would NOT write airy 
fairy letters or sales talks. I would say, "Dear Mrs. Jones; 
According to our records you have had several incomplete Dia- 
netic cycles. These have not been handled and your Dianetics 
has never been taken to Quadruple Flow Dianetics. There is 
this matter to be handled as well as other steps to achieve 
the results required. Please call in to see the Registrar... 

I would be sure that the Reg had a full and informative 
folder. And that a result, not hours, would be sold at a 
price adequate to make the action viable to the whole org. 

With success and attest copies regularly filed into the 
folder, I could keep track of the case and keep it going. 

And if I got complaints of wait I'd telex a CLO that 
"Our Tech Div refuses to deliver." 

Those stats would go out the roof on actual GI and 
satisfied delivery. 


ARC BROKEN FIELDS 


The silliest reports I get is, "Our field is 1/3 ARC 
Broken," as a reason not to use CF. 

A "field" ARC Brks when you don’t take an interest in 
individuals. Failure to Comm to people, failure to lead 
them upward, failure to handle their upsets or get flubs 
repaired all lead to "ARC Broken field." 

If you don’t do the basic usual case and training 
actions, if you ignore those people, if you don’t write 
them and care what happens to them you will ARC Break them. 

LACK of a CF, LACK of letters, failure to handle then 
brings about a desire NOT to comm with you. 

Not giving people the training and processing they 
wanted and not even seeming to care gives an org an "ARC 
Broken field.” 

Neglect the field and it will ARC Brk it. 

Insist only on doing something new, forget to do the 
usual rundowns on cases and they won’t make it. 
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MODERN C/SING 

Every time I get hold of a case from orgs, I find it 
full of omissions of the usual. 

No Dn completion, Int RD not repaired, grades never 
completed. 

And what do I as a C/S do? 

I find every incomplete cycle and get it completed be¬ 
fore I let the case be done on anything "new"! 

And what happens? The case comes up brilliant and 
shining! Every time! 

Looks utterly magical! 

The processes and rundowns I am ordering completed as 
a C/S are do-able in any org in the world! 


NEW REALITY 


I’ll give you a new reality on this. 

Look around your own org staff. 

How many org staff members who have been on drugs have 
had a full Dianetic or Class VIII Drug RD and a prior assess¬ 
ment? 


How many have then had complete Dianetics to EP? 

How many have a hidden standard never handled? 

How many have done TRs The Hard Way? 

Worse than that, how many have had an accident or opera¬ 
tion that has never been run out by R3R? 

All right, you DO have Dianetic Auditors. Yes, we know, 

we know - there has to be a Class IV or VI fly ruds before 

Dianetics can be done etc. etc. etc. But you DO have Dianetic 
Auditors. 

I'll bet on your own staff you have hundreds if not 
thousands of hours of Dianetics to do. 

Unless he’s been to Flag, you don’t have one person 
eligible for L10 casewise on your whole staff! 

So what does your field look like? 

How many hundreds of thousands or millions of hours of 
undone auditing exists in what your CF should be? 


TRAINING 

Of course you should mainly be training. If you are 
training heavily, I trust you are using correct word clear¬ 
ing and have a "What is a Course” P/L in full effect. And 
these auditors, when trained, will they be able to do a flub- 
less session? They better be. 

So you will have auditors. 
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And they are being trained to do the usual. 

They have hundreds of thousands of hours of auditing to 
be done out of any CF. 

Something new? 

The most use you could make of something new would be 
to tell people to get up the Grade chart so they are eligible 
for it. You don’t have anyone on staff or in the field eli¬ 
gible for it now. That's for sure. 

You only have potential products for the usual actions. 


THE NEW DOES WORK 

If you become eligible for L10 your customers will have 
to be made eligible. And not for free. It will take some 
hundreds of hours, some only dozens. But it is expensive 
time, expensive to the org. Preparation has to be sold and 
it has to be delivered and it is valuable in its own right. 

The new does work! And how it works! But ONLY ON THOSE 
WHO HAVE DONE ALL THE RIGHT THINGS BELOW IT FIRST. 

The new won’t work if the old isn’t done. That’s a 
technical fact. And it explains why this obsession with the 
new can defeat what you're doing. The new works when the 
old is done. 

Take the Int RD. To Exteriorize people who had never 
been, some orgs used the Int RD. They didn’t do the Dianetics 
and Grades that would Ext people. The Int RD was just a remedy 
to handle Ext when it happened and to cure the resulting high 
TA. 


Then, as few had ever Exteriorized in the first place, 
the Int RD got overrun. The RD is usually flat long before 
the full RD. (When we repair it, we usually just date where 
it went flat. Flow 3 Recall in some cases!) 


So the Int RD was new. But lots had never exteriorized 
in the first place. Omitted was the R3R Dianetics and Grades. 

So the Int RD was thought of as difficult and touchy. 

But it was only a remedy. It took an hour or so. It usually 
went F/N Cog VGIs by F2 Secondary. And it got run on people 
not ready for it. And they didn't Exteriorize! 

It is working well now. 


But it’s for people who went Ext on Dianetics and Grades! 
Omit these and there's trouble. 


In anything new, when you omit the steps that come before 
it, you get failures. 


HAPPY CASE 


One recent case I C/Sed for was the saddest most hard 
luck character ever. For twenty years she had been run on 
everything in the book without any real wins or improvement. 

All we did was correct every one of about 200 incomplete 
cycles and former programs. 
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Dianetics was out. We corrected by list and completed. 
Grades were out. We corrected and completed. Even Power was 
out. We corrected and completed. 

AND THIS WAS THE HAPPIEST PC YOU EVER SAW. 

We didn't do a thing the Dn & Sen auditors of a Class IV 
org couldn't do. Except we did it flublessly. And we let her 
have her wins. 

All the cleverness consisted in studying the case out. 

Then, we did run something new. But it took only a few 
hours. It took dozens and dozens of hours to get the early 
omissions completed! Nine tenths of the auditing old and new 
was on usual Dianetic and Grade actions. 

Another case was put on something new without being pre¬ 
pared and had to be hastily sent back for nearly 200 hours of 
Dianetics! 


THE REAL WHY 


So what's the real WHY of all this. WHY always something 

new? 


Get this well. It has taken two years to find it. It 
is important to your survival as an org. 

SALES PERSONNEL ARE SO BADLY BRIEFED AND SO UNINFORMED 
AS TO THE PRODUCTS THEY ARE SELLING THEY NEVER OFFER THEM TO 
THE PUBLIC. 

Tours personnel usually know nothing of what's for sale. 
Registrars haven't a clue what to sell. Div VI people has no 
idea whatever of the actual tech product. 

People writing promotion try to deal in catch phrases 
that communicate something to the uninformed public and don’t 
actually promote What's for delivery as they don't know . 

Example: Salesman for the Wheatie company is not briefed 

on the name or the product or what it does. So he goes up to 
someone and he says "Would you like to buy - ...er....well 
anyway, it's good stuff and it’s only $20. Would you like., 
er....ah...." Looks pretty silly. 

Or a Hamilton Watch Company salesman isn't briefed in 
any way about watches and goes out and sells "a Hamilton." A 
Hamilton what? Er....ah. 

The additional data on the real WHY could be stated as, 
THE SALESMAN DOES NOT KNOW HE HAS MANY VALUABLE PRODUCTS TO 
SELL AND WHAT HE DOES KNOW IS THAT THEY AREN’T HIGH ENOUGH 
PRICED TO MAKE SELLING THEM ATTRACTIVE SO HE DOESN’T BOTHER 
TO FIND OUT ABOUT THEM. 

He also dimly believes the public must have had all the 
"old ones" so to play safe and cover his ignorance he pushes 
only NEW things. 

Why Something New? Because few sales people on the front 
lines of the org have any idea of what’s for sale. 

Auditors are willing to audit. They best audit what they 
have been trained for. Yet no sales people know the product 
well enough to offer it. Thus they leave auditors idle. They 
also sell things the org's auditors can't deliver, so backlogs 
occur. 
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In startling support of this, a Grade Chart was not to 
be found on the Tours Course. Tours personnel were not 
briefed by any C/S or competent tech person. So they didn't 
sell what tech divs could deliver. 

Also, sales people, listening to the small percent of 
failures believe this includes all and so sell only HOPE. 

Which means some Rundown no one ever heard anything about 
except that it's wonderful. 

In 1968 Class VIIIs couldn't convince several Exec Coun¬ 
cils they should sell Standard Tech. 

Well, it didn't communicate. 

The Exec Councils did not know that every line on a Grade 
Chart from bottom to Top is a package in itself, a SALEABLE 
PRODUCT. 

The idiocy of selling "Lower Grades" as a package becomes 
obvious. It is five or six packages. It does not communicate. 

Each one of those lines can be sold as an Intensive! Yet 
what sales personnel ever offerred a Communications Intensive? 
Or a Problems Intensive? Or any other line. Yet every line 
expanded is an intensive! And further EVERY ONE OF THESE LINES 
RUN IN ITS PROPER SEQUENCE AND IN FULL FLUBLESSLY PRODUCES 
FABULOUS GAINS. 

So "Quickie Grades" were sold. That was five intensives 
and 25 to 50 hours of saleable auditing blown up and wrecked 
in 20 minutes of brush off for a small fee. Pure treason not 
only against the public but the org and the auditors. 


REMEDY 


Anyone writing promotion, anyone engaged in Reg or letter 
reg or Div VI work WOULD HAVE TO BE FULLY BRIEFED ON THE GRADE 
CHART AND WOULD HAVE TO HAVE READ THE C/S SERIES HCOBs AT 
LEAST ONCE WITH MISUNDERSTOOD WORDS ON TECH ALL CLEARED. 

If that were done industriously this whole situation would 
remedy rapidly. 

Any line on that Grade Chart is something new to the cus¬ 
tomers. He has to have it all, each line anyway. With a catch 
name and a package price high enough to make it worth selling 
and doing in the org. 

For instance what sales personnel know what modern Dia- 
netics can actually do? Or know people have to have it to 
handle drug effects and alcohol. Or know that accidents and 
illnesses and giving birth MUST have it. Not that it would 
be nice. That it is VITAL for their lives! 

What sales personnel know we can spot a person whose Grade 
I is out a mile away? By his constant worry. 

And so it is with the whole parade of glossy products that 
CAN be delivered, not brushed off. 

By failing to sell the actual product that CAN be delivered 
by the auditors trained for it, the org and the auditors fail. 
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Sales personnel MUST be briefed. They MUST have an idea 
of what C/Sing is. They must know what is expected to happen 
to a case and the results that CAN be attained AT GRADE LEVELS. 

That is the remedy. 

If you don't feed tech the raw materials it can handle, it 
will collapse. 

The results we can sell and deliver are fantastic. We 
have NO PR man who could get flowery enough to describe them. 

The R, man, the R. Sell the Real that can be delivered 
by the auditors and C/Ses as they are trained to do. Then you 
get public R. Then you expand and with A and C. 

So all sales personnel must be briefed on the Products. 
Briefed on the Grade Chart - "Each Level a Saleable Package.” 
Briefed on the C/S Series so they can themselves give offhand 
advice. 

And pricing people and promotion people must back it up. 

Then we deliver what we sell and sell what we can deliver 
and get some products. 

IT’S ALL NEW TO THE PROMOTION AND SALES PERSONNEL AND 
THE PUBLIC. 

IT WILL ALWAYS BE NEW TO THE NEW PERSON ON LINES. 


So that's the WHY and the Remedy. The sooner it's pro¬ 
grammed and put into effect by executives the sooner we will 
Clear the Planet. 
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